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SUMMARY
About two-thirds of the commercial and part-time farms in the state
produce livestock for sale. Receipts from sales of cattle, calves, hogs, and
sheep comprise about a fifth of total cash income from farm marketings,
and in 1951 amounted to |70 million.
The number of cattle and calves on farms has increased 80 per cent
in the last twenty years and on January 1, 1953 totaled 1,771,000 head.
Although both hog and sheep numbers have declined, there were on
farms 463,000 hogs and 122,000 sheep as of January 1, 1953.
The nature of the beef cattle industry in Louisiana is indicated
by the nature of farm sales. About two-thirds of the livestock sold are
under one year of age, and aboiu one-fourtK over two years of age.
Slaughter cattle and calves make up two-thirds of producers' sales and
stockers about one-fifth. Since slaughter calves comprise such a large
proportion of sales, the average weight for all cattle is relatively low,
about 480 pounds. Normally, sales are highest in the fall and lowest in
the late winter and early spring.
Nearly three-fourths of producers' sales are made through auctions.
Terminal markets, dealers and trucker-buyers, other producers, and
packing plants follow in that order as additional outlets.
To a majority of producers the system of auction selling is an im-
provement over previous methods of marketing. This is particularly
so for smaller producers. Auctions provide a year-round market for all
classes of animals, sales are for cash, the producer can see his animals
sold, weighing facilities are available, and the producer usually feels that
his livestock is sold under conditions of competitive bidding among
buyers.
While the present marketing system is generally satisfactory, some
complaints are expressed by both buyers and sellers. These largely re-
late to (1) selling charges, (2) market information, (3) spread of di-
seases, (4) small size of some auctions, (5) time required to conduct
sales, (6) injuries to livestock, (7) uncertainty of quality, and (8) other
operating practices of some auctions.
The steady growth of the livestock industry in Louisiana and the
South increases the importance of marketing and emphasizes the de-
sirability of having a system which is efficient and will provide a fair
return to both producers and marketing agencies. This study and others
that will follow are designed to provide information which will help in
accomplishing further improvements in the livestock marketing system.
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Marketing Practices of Livestock
Producers in Louisiana ^
By
Henry J. Casso and Martin D. Woodin
Importance o£ Livestock Industry Increasing
The livestock industry has become increasingly important in the
agricultural economy o£ Louisiana- Receipts from sales of cattle, calves,
hogs, and sheep by farmers comprise about a fifth of total cash income
from marketings, and in 1951 amounted to $70 million. Receipts from
sales of dairy and other livestock products also have shown marked in-
creases as a result of the greater production and fa\orable prices of
recent years.
The number of cattle and calves on farms has increased 80 per cent
in the last twenty years and on January 1, 1953 totaled 1,771,000 head.
Although both hog and sheep numbers have declined, there ^vere on
farms 463,000 hogs and 122,000 sheep on January 1, 1953.
More Livestock Increases Need for Efficient Marketing
The greater dependence of farmers on income from li\cstock sales
increases the need for improved livestock marketing methods and
facilities, lliis study, therefore, was undertaken to pr()\ idc information
on livestock marketing in Louisiana as an aid toward the de\elopment
of a more efficient system. Data for the study were obtained by personal
interview from 300 producers in 24 parishes throughout the state. Ob-
jectives of this phase of the project were to determine: (1) the present
methods and practices used by producers; (2) the types of markets used
and their relative importance; (3) the kinds, ages, weights, and qualities
of livestock sold. This information gives a true picture of what producers
are doing now and serves as a basis for looking ahead to where the in-
dustry is going. It provides a better basis for determining \vhat changes
in marketing are needed and how they can be accomplished.
Other phases of the study are planned which ^vill cover the entire
livestock industry, including local markets, mo\ement of livestock,
slaughter, and the retailing and consumption of meats. Emphasis Avill be
placed on improved practices, costs, price relationships, and an anahsis
of supply and demand factors.
'The Department of Agricultural Economics of the Louisiana Agricultural Experi-
ment Station is cooperating with nine other Southern States and the United States
Department of Agriculture in a study of livestock marketing in the South. This report
presents the results of the first phase of the study in Louisiana.
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Distribution of Livestock in Areas of State
Approximately 1,300,000 cattle and calves, 625,000 hogs and pigs,
and 87,000 -sheep and lambs were reported on farms in Louisiana by the
1950 Census (Table 1) . The Gulf area had about 40 per cent of the cat-
Table 1.. Number and Per Cent of Livestock on Farms, by Area, Louisiana, 1950*
Cattle and calves Hogs and pigs Sheep and lambs
Area Number Per cent Number Per cent Number Per cent
Delta and.
Silt Loam
Coastal
447,717 35 280,789 45 12,773 14
Plains
Gulf
;^24,920
512,669
25
40
189,107
155,443
30
25
6,645
67,835
8
78
State 1950
State 1951
State 1952
State 1953
1,285,306
1,426,000
1,540,000
1,771,000
100 625,339
619,000
551,000
463,000
100 87,253
104,000
109,000
122,000
100
Source: Preliminary report of the 1950 Census of Agriculture and releases of Louisiana
Crop Reporting Service.
*The Census reports the number of anim.als on hand January 1. Ordinarily the number at
this tiine of year is seasonally low because fall and early winter marketings have been
completed and the spring calf crop has not been dropped.
tie and calves and 25 per cent of the hogs and pigs (Figures 1 and 2)
The Delta and Silt Loam area had about 35 per cent of the cattle and
calves and 45 per cent of the hogs and pigs. About 25 per cent of the
cattle and calves in the state and 30 per cent of the hogs and pigs were
in the Coastal Plains area of North Louisiana. Most of the sheep are in
the western parishes, mainly Beauregard (Figure 3)
.
Two-Thirds of Farms Sell Livestock
There were 89,300 commercial and part-time farms in 1950, of
which two of every three sold some type of livestock, i.e., cattle, calves,
^Since this study is part of a livestock marketing study in the entire Southern
Region, sampling procedure was designed to represent the different areas in the
region. The three areas of which Louisiana is a part, designated as the Gulf, Delta and
Silt Loam, and Coastal Plains areas, are so generalized as to topography, soils, types
of farming, and other characteristics that they do not accurately represent the fairly
distinct areas of the state. For example, the Red River delta is combined largely with
the Coastal Plains area of North Louisiana. The area boundaries in the regional
study do not follow parish lines, but have been redrawn to do so in this report be-
cause some livestock data are on a parish basis. In general, the Gulf area includes
those parishes in the coastal prairie extending across the entire southern portion of
the state; the Delta and Silt Loam area comprises the Mississippi River delta section
and the adjacent terrace extending from the Arkansas border to the coastal prairie;
the Coastal Plains includes mainly the North Louisiana hill parishes extending to the
western boundary of the state and south to Beauregard Parish (see Figure 1) .
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hogs, or sheep, during the previous year. One of every two farms sold
cattle and/or calves; one of every three farms sold hogs; but only one
of every 100 farms sold sheep or lambs (Table 2) .
Table 2. Proportion of Louisiana Farms Selling Livestock, 1950
Proportion of farms selling
Area Some type of Cattle and Hogs and Sheep and
livestock calves pigs lambs
(Per cent)
Delta and Silt Loam 56 41 37
Coastal Plains 70 55 40
Gulf 74 62 32 3
State 65 50 36 1
Source: Preliminary report of the 1950 Census of Agriculture.
*Less than 1 per cent. i
In the Delta and Silt Loam area there were 41,200 farms, or about
46 per cent of the total number in the state. Of these, 40 per cent, or two
of every five, reported selling either cattle or calves; 37 per cent, or
one of every three, reported selling hogs; and one of every 200 sold sheep.
The Gulf area had 25,100 farms, of which three of every five sold cat-
tle or calves; one of every three sold hogs; and one of every thirty sold
sheep.
More than three-fourths of the 23,000 farms in the Coastal Plains
area reported livestock sales in 1949. One of every two sold cattle or
calves; two of every five sold hogs; and approximately one out of every
200 sold sheep.
Number of Livestock Sold
According to the 1950 Census, Louisiana farms sold 365,635 cattle
and calves, 335,191 hogs, and 30,745 sheep during 1949. There are indi-
cations that these figures understate the actual number of animals sold.
Sales of cattle and calves through auction markets only during the 12-
month period October 1950 to September 1951 totaled 551,700.3 The
survey of producers throughout the state showed that 71 per cent of the
cattle and calves marketed by them were sold through auctions.
Number Sold Per Farm
Of those farms selling cattle during 1950, an average of 7 head per
farm was sold. Average sales of calves by farms reporting calf sales
were 6, of hogs 10, and of sheep 32 (Table 3) . Sales of cattle per farm
were highest in the Delta and Silt Loam area, and sales of calves highest
in the Gulf area. Sheep sales varied most, from 21 per farm selling sheep
in the Delta and Silt Loam area to 36 per farm in the Gulf area.
In general, each area of the state has a relatively small number of
^Data from Louisiana Brand Commission. Sales for the period October 1951
-Sep-
tember 1952 were 582,485.
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Coastal
Plains Area
Figure 1. Distribution of Cattle and Cahes in Louisiana, by Area, 1950
large producers and a large number of small producers. For example,
about two-thirds of the farmers selling cattle and calves sold fewer than
six animals per sale (Figure 4) . On the other hand, the third of the
producers who averaged six or more animals per sale accounted for
nearly two-thirds of the cattle and calves sold. A large number of small
producers increases the magnitude of the marketing job by increasing
the transportation problem, making standardization of classes and grades
of livestock more difficult, and in some instances slowing up the selling
process. Under such conditions the need for the successful dissemination
of market news and information is increased, but the job becomes more
complex.
Seasonality of Sales
The predominant practice in Louisiana of producing calves and
yearlings for sale results in considerable variation in the receipts at local
markets from season to season. Normally, the number of animals
6
Figure 2. Distribution of Hogs and Pigs in Louisiana. l)y Area. 19,")0
marketed is highest in the fall months, September through XoNcmber,
when a large part of the spring calf crop is sold. Sales are iisualh loAvest
in late winter and early spring when feed is scarce and cattle in relati\ eh
poor condition. During 1951 cattle and calf sales through auctions in the
state ranged from 29,000 in February to 94,000 in October (Figure 5) .
Variations in marketings from year to year result from differences in
Table 3. Average Number of Animals Sold per Farm in Louisiana. 1930
Area
Number per farm selling
Cattle Calves Hogs Sheep
(Number)
Delta and Silt Loam 8 6 11 21
Coastal Plains 6 5 11 28
Gulf 1 8 9 36
State 7 6 10 32
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Figure 3. Distribution of Sheep and Lambs in Louisiana, by Area, 1950
weather conditions, current and prospective market prices, teed supply
and price, condition of pastures, and other factors.
The seasonal pattern of marketings is about the same in the various
parts of the state, and is similar to that of the Southern Region as a whole.
Classes of Livestock Sold
Approximately two-thirds of the cattle and calves marketed by pro-
ducers in the state during 1950 were sold for slaughter, 21 per cent were
sold as stockers and feeders, 12 per cent were for breeding or dairy pur-
poses, and 3 per cent were veal calves (Figure 6) . There were variations
from one area of the state to another in the proportion of cattle and
calves in each class, but the amount of difference was not significant.
In general, the areas where dairying was prevalent had greater sales of
veal calves and dairy cattle. A slightly higher proportion of animals sold
8
Per cent of farmers selling Per cent of livestock sold
Cattle and calves
igiire 4. Proportion of Farmers Selling Livestock and Proportion of Li^estock Sold
in Various Size Lots, Louisiana, 1950
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by producers in the Deka and Silt Loam and Gulf areas were for
slaughter.
Seventy-two per cent of the hogs sold by farmers were classed as
slaughter animals, 23 per cent as feeders, and 5 per cent as breeding stock.
A greater proportion of the hogs sold in the Gulf area were feeders and
breeding stock than in the upstate areas where more hogs are finished
out for market.
Ages of Livestock Sold
The nature of the beef cattle industry in Louisiana is indicated by
the fact that two-thirds of sales by producers were of animals under one
year old (Figure 7) . About a fourth were cattle two or more years of
age. - These proportions may be expected to vary from time to time,
depending on relative prices for different classes of cattle, whether pro-
ducers are building up or reducing the size of their herds, and other
factors.
Most of the hogs sold by producers were under a year old. Sales
of older hogs were relatively small.
Weights of Livestock Sold
The average weight of all cattle and calves sold by the producers in-
cluded in the state-wide survey was 483 pounds (Table 4) • Animals
sold for slaughter averaged 466 pounds, largely because of the high
proportion of calves in this class. In general, weights average higher in
the Delta and Silt Loam area than in the other areas of the state. The
average weight of hogs sold was 168 pounds.
Average weights vary from season to season and year to year because
Thousand
head
I
~
100 -
. I . . I I I I 1 I I 1 1 ' 1
' ' 1 '
Oct Jan July Jar) July
1950 1951 1952
Figure 5. Number of Cattle and Calves Sold by Louisiana Auctions, by Months,
October 1950-September 1952
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of differences in the time oi marketing and condition of animals. In
years when pastures are good and feed plentiful average weights of li\c-
stock sold may be higher than in more unfavorable years.
Markets Used
Auctions have become the major outlet for Louisiana farmers ha\ ing
livestock to sell. Seventy-one per cent of total farm sales of cattle and calves
and 72 per cent of the hogs were sold through auctions in 1950 (Figtue
8) . The importance of atictions varies considerably in different sec-
tions of the United States. The proportion of cattle and calves going to
auctions amotmted to 10 per cent in the Corn Belt, 44 per cent in North
Carolina, and 76 per cent in Alabama.^ In the Corn Belt most livestock
is shipped to terminal markets or sold locally to dealers and packing
plant buyers.
Terminal markets, such as New Orleans, Memphis, and Fort
Worth, were the second most important outlet used b\ Louisiana pro-
Class
Slaughter
Stocker & feeder
Dairy & breeding
Veal
Slaughter
Feeder
Per cent sold
Ji^l 60. M.
Cattle and calves
Breeding
Hogs
Figure 6. Proportion of Cattle and Calves and Hogs of Each Class Sold by Louisiana
Producers, 1950
^See: (1) Marketing Livestock in the Corn Belt Region, South Dakota Agri. Exp. Sta.
Bui. 365, 1942; (2) Livestock Marketing Practices of North Carolina Farmers, Agri.
Exp. Sta. Bui. 376, Sept. 1951; (3) How Alabama Farmers Buy and Sell Livestock. Ala.
Agri. Exp. Sta. Bui. 281, March 1952.
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Age
Under 6 mo,
6 mo, - 1 yr.
1-2 yrs.
Over 2 yrs.
Under 6 mo,
6 mo. - 1 yr.
Over 1 yr.
Pier cent sold
2fl 6p_ 40 im
Cattle and calves
Hogs
Figure 7. Proportion of Clattle and Calves and Hogs of Different Ages Sold by Louisi-
ana Producers, 1950
duceis. About 12 per cent of the cattle and calves and 15 per cent of the
hogs were sold through markets of this type.
Auctions handle a higher proportion of farmers' livestock in some
areas of the state than in others. For example, 79 per cent of the
cattle and calves sold by farmers in the Plains area of central and
north Louisiana went through auctions, but in the Delta and Silt
Loam and Gulf areas the percentages were 69 and 66 per cent, respective-
Table 4. Estimated Average Weight of Cattle and Calves Sold bv Louisiana Producers,
1950
Classes of animals
Age Slaughter Stockers and Dairy and All cattle
feeders breeding and calves
(Pounds)
Under 6 mo. 287 231 195 273
6 mo. - 1 yr. 422 392 376 417
] yr. - 2 yrs. 643 531 549 575
2 yrs. or older 798 735 735 770
Average 466 541 464 483
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ly (Table 5) . Dealers and trucker-buyers were more important in the
Delta and Silt Loam area than in other sections, handling 16 per cent
of the cattle and calves. A considerable proportion ot these animals
later were sold through auctions; however, there is not yet any complete
information on the movement of livestock after it leaves the farm.
Table 5. Proportion of Cattle and Calves Sold by Louisiana Producers ih rough
Various Market Outlets, 1950
Area
Nfarket outlet State Deita-Siit Coastal Gult
Loam Plains
(Per tent )
Auction 71 69 79 66
Terminal market 12 14 3 17
8
Dealer or trucker buyer 11 16 7
Farmer 3 I 9 3
Packing plant ] 2
Other 2 6
Total 100 100 100 1 00
*Less than 0.5 per cent.
Terminal markets received 12 per cent of the cattle and calves sold
by farmers in the state, but the percentage varied from 3 per cent in
the Plains area to 17 per cent in the Gulf area. Farmer-to-farmer sales
were more common in the Plains area than elsewhere. Sales by produc-
ers to packing plant buyers at the farm or at the plant were not a preva-
lent practice. Packing-plant buyers in Lcniisiana purchased most of their
livestock at auctions or by other means rather than directly from pro-
ducers.
Distance Producers Go To Market
The 44 livestock auctions in Louisiana are so located throughout
the state that most producers are fairly close to one or more. More
than two-thirds of the producers included in the 1950 survey were less
than 3 1 miles from the auctions used by them (1 able 6) . Frequently,
however, a producer may not patronize the auction nearest to his farm.
In general, the larger producers are more likely to go to more distant
Table 6. Proportion of Farms Selling Livestock I hat AVere Located Specified Dis-
tances from the Auction Market Used, Louisiana. 1950
Miles to auctions used
Area Under
16 16-30 31-45
Over
45 Total
(Per cent)
Delta 32 39 17 12 100
Coastal Plains 19 35 9 37 100
Gulf 49 32 7 12 100
State 34 35 12 19 100
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Market outlet 0
Auction
Terminal market
Dealers
Farmer
Packing plant
Other
Auction
Terminal market
Farmer
Dealers
Packing plant
Other
20
20
Per cent sold
_z^g 6o_ 80
—
s
—
Cattle and calves
MO 60
Hogs
2QP
mo
Figure 8. Proportion of Cattle and Calves and Hogs Sold by Louisiana Producers
Through A^arious Market Outlets, 1950
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markets than are smaller producers. This is indicated by the fact that
only 19 per cent of the producers in the survey patronized auctions more
than 45 miles from their farms, but they sold 36 per cent of the live-
stock.
Transportation Used
About two-thirds of the producers selling livestock at auctions and
other markets used their own trucks or trailers to haul the animals to
market. There were some differences between areas of the state in
transportation practices. For instance, the use of hired trucks or buvers'
trucks was more common in the Delta and Silt Loam area. The larger
producers made slightly greater use of hired trucks than did smaller pro-
ducers. In some sections auctions provide or arrange for transportation
of livestock as an inducement to farmers to patronize the auction.
The use of hired or buyers' trucks is more prevalent in other parts
of the United States than in Louisiana. This practice appears to be in-
creasing throughout the country.
Sales at the Farm
Only 12 per cent of the cattle and calves and 7 per cent of the hogs
were sold at the farm by producers included in the state-wide survey.
Many producers who do not keep posted on market conditions feel that
their animals will bring more nearly the market price when sold under
competitive conditions at auctions.
There were some differences among classes of livestock in the pro-
portion sold at the farm. In general, a higher proportion of breeding,
stocker, and feeder animals were sold at the farm than was the case
with slaughter animals. For instance, only 6 per cent of the slaughter
cattle and calves were sold at the farm, as compared with 28 per cent
of the stockers and feeders. A similar relationship existed for different
classes of hogs.
Livestock Purchases by Producers
Livestock producers in Louisiana are also buyers of considerable
numbers of livestock. Fifty per cent of the producers included in the
survey bought cattle and/or calves in 1950, and 29 per cent bought hogs
and/or pigs (Table 7) . Purchases comprised 20 per cent of sales
for cattle and calves and 38 per cent for hogs. In the case of cat-
tle, farmers bought mainly stockers and feeders or animals to be used
as herd replacements, for expanding herds, or for dairy pur-
poses. Most of the hogs bought were feeders. The number of animals
bought in relation to the number sold is dependent to a large extent
on whether producers are increasing or decreasing the size of their
herds. In 1950 producers appear to have been holding back some heifer
calves and yearlings and generally building up the size of herds. Farmers
in the Delta-Silt Loam area bought more cattle, in relation to sales,
than did those in other areas of the state. This probably was because of
more extensive feeding operations.
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Table 7. Buying Practices of Louisiana Livestock Producers, 1950
Item
Cattle and/or
calves
Hogs and/or
pigs
Per cent of producers who bought
Number of animals bought as per cent
of number sold
Class of animals bought
(per cent of purchases)
Slaughter
Stockers and/or feeders
Breeding and/or dair)
Total
Per cent bought from:
Auctions
Other farmers
Other sources
2
52
46
100
29
2
93
5
100
Total 100 100
Nearly 90 per cent ol the cattle and calves bought by farmers were
obtained from other farmers directly or through auctions, the proportion
from each source being about the same. Other farmers were the most
important source of dairy and breeding stock. About half of the stockers
and feeders were obtained through auctions and the remainder from a
variety of sources.
Marketing Problems
In the Slavey livestock producers were questioned about the nature
of their marketing problems, if any. In general, there appears to be
reasonable satisfaction with present marketing arrangements. To a ma-
jority of producers the system of auction selling represents a substantial
improvement over previous methods of selling. This is particularly
true among the smaller producers. Auctions provide a year-round market
for all classes of livestock, sales are for cash, the producer can see his
animals sold, weighing facilities are available, and the producer ordi-
narily feels that his livestock is sold under conditions of competitive
bidding among buyers.
Even though the present system of marketing generally is satisfactory,
some producers have expressed complaints about practices followed.
Because the criticisms did not follow any definite pattern, no attempt has
been made to classify them as to importance or frequency. Some of the
more common comments are discussed briefly below.
Marketing Charges. Producers frequently comment on the charges
assessed for marketing their livestock. Many feel that the charges are too
high, or that there is occasional discrimination among producers as to
the rate charged. Louisiana auctions usually charge a commission which
is based on a percentage of the gross sales value of the livestock. The
most common rate is 4 per cent, but ranges from 3 to 5 per cent. This
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is higher than the rate in many important livestock areas, but lower
than in some. Rates in the United States range from 1 to 10 per cent,
depending on class of animals sold, type of market, location, and other
conditions. In the Western States the average is only slightly more than
1 per cent. Rates in some of the Southern States are higher than in
Louisiana. Charges at terminal markets are frequently lower than at
auctions.
Fair comparisons of rates charged by selling agencies are difficult
to make unless the services provided by the agencies are known. Further
study of the problem is needed before it can be determined whether
Louisiana producers are paying fair, excessive, or bargain rates to have
their livestock sold.
Some producers feel that the practice of charging a flat percentage
of the value penalizes high-quality, high-value animals. Since the ser-
vices performed are the same for sellers of both good quality and poor
quality, a fixed charge per head appears to some to be more equitable.
Market Information. Producers frequently do not have adequate
information on current prices, price trends, market demand, supph con-
ditions, and other factors needed to help them decide on the most ad-
vantageous time and place to sell their livestock. Even when terminal
livestock market quotations are received by radio, newspaper, or other
means it is difficult to apply this information to local livestock because
of differences in location, quality of animals, age and weight, local
market preferences, or terminology.
The Louisiana State Department of Agriculture and Innnigration
has made considerable progress in developing a system for reporting prices
at selected local markets. Some auctions provide a good service to their
patrons by keeping them informed on prices, prospective demand, and
other conditions through mailed reports and personal contacts.
Diseases. The rapid shift to auction selling of livestock has made
disease control more difficult in many respects. In spite of improved
control measures the disease problem is one of great concern to the
livestock industry of the state.
Small Auctions. In some areas auctions have been established here
the livestock population is small. The number of animals handled
in these auctions is low and often not sufficient to attract manv buvers.
This may result in less competition and possible lower prices to produc-
ers, as well as reduced returns to the auction management- Some pro-
ducers, particularly the smaller ones, continue to patronize these agencies
because of the convenience of selling through them. However, the con-
centration of large numbers of animals at a market is generally more
conducive to efficient marketing and more favorable returns to producers.
One possible solution to the problem of small sales is to emphasize
a particular class of livestock periodically, encourage producers to bring in
this class of animals on these sales days, and publicize this to bu\ers in
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order lo attract them to the sale. For example, on one sales day each
month fat calves could be featured, on another day stockers and feeders,
and so on. Of course producers would be free to offer animals of other
classes, but the concentration of large numbers of animals of one class
would attract some buyers who might not otherwise be justified in at-
tending the sale because of the small offerings of classes of animals they
wish to buy. Some auction operators are attempting to follow this pro-
ccdine presently. Care must be taken to maintain a reasonable balance
between supply and demand. If supply is relatively small, buyers may not
come back; if the market is overly supplied, producers may not re-
ceive full market prices.
Time Required to Sell. The practice of selling animals individually
at auctions is extremely time consuming for sellers, buyers, and auction
employees. While large auctions offer greater possibilities for marketing
efficiencies and keener competition, the method of selling is a limiting
factor. This problem has been met in some areas by sorting animals into
even-running lots and selling a lot at a time instead of an individual
animal.
Injuries. Injury to live animals during transit to and from market,
or at the market, results in bruised carcasses which are reduced in grade
and value. Injuries are caused by neglect, rough handling, poor facili-
ties, failure to properly segregate animals, and by wildness of animals. •
Facilities and handling practices have improved considerably, but there is
opportunity for still more improvement, particularly in some markets.
Hazards in Buying. Some producers report that it is risky to buy
animals at auctions to put in herds because of diseases, physical defects,
or other undesirable characteristics, such as "fence-breaking," wildness,
etc. These comments are more frequently heard among those purchasing
dairv herd replacements. Of course these hazards exist in buying animals
regardless of the type of market used, but there often is less recourse
when buying at an auction even though most auction operators try to
safeguard the interests of both buyers and sellers.
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